DEPARTMENT OF THE AIR FORCE

HEADQUARTERS WARNER ROBINS AIR LOGISTICS CENTER (AFMC)

29 December 2003

MEMORANDUM FOR SEE DISTRIBUTION
FROM: WR-ALC/CC
SUBJECT: WR-ALC Guidelines and Approval Process for Public-Private Partnerships

1. The Air Force strategy for supporting our weapons systems 1s to aggressively pursue Public-
Private Partnerships (PPPs) as early as possible in the acquisition life cycle. We continue to be in
the forefront in the area of establishing effective partnerships with our industry counterparts. We
have also made significant contributions toward shaping DoD and Air Force partnership policy.

In concert with the WR-ALC “North Star,” the overarching goal of partnering is to improve our
ability to provide military capabilities for our war fighters and allies. Partnering continues to be
one of this Center’s primary “Antelopes” for transformation and is a critical tenet for transforming
logistics for the systems we maintain and manage.

2. We have established a WR-ALC Public-Private Partnership Council consisting of senior ALC
leadership to help further expand our PPP initiatives. The partnership council has been chartered
to provide advice and guidance and to make approval recommendations relevant to partnering
initiatives being considered by WR-ALC organizations. The council has developed the attached
WR-ALC Guidelines and Approval Process for Public-Private Partnerships. These guidelines are
to be used by WR-ALC personnel for implementing and administering PPPs.

3. Our point of contact is Mr. Buddy Fordham, XPXM, extension 63203, E-mail
james.fordham@robins.af.mil.
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DONALD J. WETEKAM
Major General, USAF
Commander
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Warner Robins Air Logistics Center (WR-ALC)
Guidelines and Approval Process
For
Public-Private Partnerships

1.0 Guide Applicability:

The direction and approval thresholds within these guidelines are in concert with DoD, Air Force,
and AFMC requirements. Exhibit A (attached) lists many of the reference materials used in the
establishment of these guidelines. These guidelines apply to all types of Public-Private
Partnerships (PPPs), as defined in paragraph 3 below. Any PPP, for which any WR-ALC
organization is a party, is subject to the review and approval requirements contained in these
guidelines. These guidelines also impose certain requirements for acquisition strategies related to
the establishment of PPPs as part of the acquisition. These guidelines will be updated as
necessary to reflect future changes in policy and/or types of PPPs. If there are questions
regarding the content of these guidelines contact WR-ALC/XPX.

2.0 Partnership Philosophy & Direction:

The Air Force strategy for sustaining our weapon systems is to aggressively pursue strong
partnerships between the Air Force and our industry counterparts—early in the acquisition life
cycle. Partnering is a required major focus area for product support planning activities. Program
managers must include a description of their partnering strategy in their Single Acquisition
Management Plan (SAMP) and Product Support Management Plan (PSMP). Partnership
arrangements should leverage the public and private sector strengths to optimize overall long-term
support to our warfighters. Joint AFMC/CC & SAF/AQ memo, dated 15 Apr 02, states: “The goal
of PPP is to ensure private industry partners with public depots to accomplish Core candidate
capability and/or workloads, and all other (non-candidate) capability and/or workloads are allocated
between industry and government, based on the government’s assessment of best value.”
Therefore, the challenge for ALC program managers is to integrate the existing and/or future
organic ALC capabilities within the context of the overall performance-based product support
partnership arrangements.

Senior leaders within DoD and the Air Force have fully embraced the PPP concepts as a preferred
method of supporting our weapon systems. The Air Force’s Long-Term Depot Strategy makes
commitments to retain robust, affordable, organic depot maintenance capability to support our
forces across a spectrum of potential operations. PPP is a cornerstone of the Air Force's Depot
Maintenance Master Plan and Long-Term Depot Strategy. Additionally, PPP is a viable approach
for the Air Force to meet the challenge it is facing in compliance with 10 U.S.C. 2466 (50/50 Law),
and to fulfill its 10 U.S.C. 2464 (Core Law) requirements for organic logistics capabilities.

WR-ALC leadership is committed to support partnering, and has elected to implement PPP
concepts as a primary means of transforming our sustainment logistics activities in ways that
improve overall product support. In concert with the WR-ALC “North Star”, the overarching goal of
partnering is to improve our ability to provide military capabilities for our warfighters and allies.
PPPs may improve warfighter capabilities in many ways as depicted in Figure 1.
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maintenance managers,
staff offices, and our

industry partners. Figure 1: Ways Partnering May Improve Warfighter Support

Program managers establishing their support concept for new systems, and managers of fielded
weapon systems reengineering their product support or depot maintenance programs, have been
directed to proactively use the organic ALCs as part of their partnering strategies. Program
Managers have been directed to begin partnership planning early (during development of
requirements) in their programs, even though the specific organic workloads may not yet be
designated. This means that program managers must champion the early establishment of PPPs
on programs within their control and be strong advocates for early sustainment partnerships on
acquisition programs conducted by Product Centers (i.e. those programs that may eventually be
transferred to WR-ALC for future sustainment). Program managers are also responsible for
estimating and programming necessary investment dollars as required to establish organic
capabilities for core and core-plus (best value) organic workloads. Air Force compliance with
public law (core & 50/50) is dependent upon program managers establishing these organic
capabilities on their programs. Partnering has proven to be an effective and efficient means of
achieving organic capabilities, while simultaneously providing guaranteed (performance based)
contractor support.

Acquisition professionals have been directed to facilitate early partnering—meaning prior to
Milestone B (System Development & Demonstration) and/or during development of requirements,
including follow on sustainment contracts and/or modification programs. It is critical that the
solicitation establish the concept for partnering, and that it addresses partnering as part of the
evaluation criteria used in selection of successful offeror(s).

Maintenance managers have the responsibility to assess organic core capabilities and to help
program managers identify and implement depot maintenance partnerships that would help satisfy
organic core requirements—in accordance with applicable Technical Repair Center (TRC)
assignments and Center of Industrial and Technical Excellence (CITE) designations. Maintenance
managers may also seek appropriate partnerships with industry for core-plus workloads that
augment core capabilities. Core-plus partnerships should improve efficiencies and/or facilities
utilization as may be related to core capabilities.



Staff offices have a critical role in facilitating and implementing innovative PPPs. ALC policies,
acquisition strategies, funding processes, and supply chain initiatives should accommodate PPPs
as a primary means of supporting our weapon system.

These guidelines provide direction and guidance to WR-ALC program managers, maintenance
managers, and staff organizations relative to the creation, implementation, approval, execution,
and reporting of PPPs for all areas of product support.

3.0 Types Of Public-Private Partnerships: The term “Public-Private Partnering” (PPP) has been
used to describe a variety of relationships between the public and private sectors. Public-Private
Partnering is a relatively new concept within DoD and is very evolutionary in nature. Generally,
PPP arrangements involve a formal relationship (beyond a traditional contract) between the
government and industry for the shared accomplishment of product support responsibilities. The
leasing of underutilized government-owned equipment or facilities also falls under the umbrella of
PPPs when it involves a depot maintenance activity. Many types of PPPs currently exist within the
Air Force. WR-ALC has implemented a full range of partnerships for depot-level maintenance
activities. WR-ALC program managers are also pursuing PPPs in other areas of product support,
to include Supply Chain Management and the Product Support Mission Area (PSMA) activities.
PPPs may be as simple as an organic depot direct sale of a good or service to industry; or PPPs
may encompass a variety of more complex and enduring relationships between the public and
private sectors to jointly accomplish a full range of sustainment (product support) activities. A brief
summary of known types of PPPs; along with associated legal authority, coordination
requirements, signature requirements, approval authority, and other names is provided below.

3.1 Strategic_Partnership Agreements (SPA): Reference Figure 2. A SPA is a broad,
overarching, agreement (document) that sets the partnership parameters, tone, and provides
organizational commitments
necessary to establish follow on
(more specific) PPP
relationships. Typically, very
high levels of management
within the government and

Strategic Partnering Agreement (SPA)

industry sign these documents.

Often referred to as an
“umbrella document”, the
primary purpose of a SPA is
to essentially provide an
overarching charter for things
expected to come about as
the relationship matures.

SPAs normally specify the
individual goals and objectives
of each party; common goals

* Between USAF Stakeholders &
* Purpose:

~Document Objectives of Ea
—Document Mutual Objective
—ldentify Strategic Objectives & Milestone Targets to Accomplish
—Provide Overview of Potentjdl Partnering Documents

—Form Executive Level “Partnership Review Committee” for
Review of Implementation Rrogress & Guidance

—Signatories Pledge to Timely, Open, Good Faith Pursuit of
Partnership Duties while Carjsidering Objectives of all Parties

Prime Contractor(s)

Party

Figure 2: Strategic Partnering Agreement Pictorial

and objectives of all parties; and provide high-level milestones to set the stage for specific
actions that will follow in the relationship. Generally, program managers (or product group
managers) lead the implementation of SPAs for their program(s) or commodity groups. SPAs
may also be accomplished for broader purposes such as supply chain or PSMA activities. SPAs
are not required in order to enter into other (more specific) types of partnerships, but are often

drafted as an initial step to ensure corporate buy-in of the initiative. In order to be effective, SPAs




should include top-level objectives and associated milestones. The objectives and milestones
are very important so that the implementing staff (public and private) is clear on the overarching
intent of the relationship and the expected timelines for accomplishment.

Legal Authority: There is no legal authority necessary for these types of overarching relationships.
However, caution should be used to ensure that the SPA objectives do not conflict with existing laws or
regulations [e.g. Competition in Contracting Act (CICA), Federal Acquisition Regulations (FAR), etc.]. It
is important that the SPA does not make commitments for future contracts or other types of business
dealings—unless proper authority has been obtained.

Coordination Requirements: All SPAs, for which any WR-ALC organization is a party, must
coordinated with WR-ALC/JA, PK, AE, MA, LG, EN, FM, XP and any other stakeholders—prior to
approval.

Signature Requirements: The WR-ALC Commander, and a commensurate level within industry, sign
SPAs involving organizations at WR-ALC. SPAs affecting other Government organizations (outside of
WR-ALC) should be signed by a commensurate level at the affected organization. AFMC/CC normally
signs SPA documents affecting multiple ALCs.

Approval Authority: A SPA does not include specific requirements or dollar values but does have the
potential to commit ALC resources. Therefore, the PPP coordination and approval process applies to all
SPAs. The WR-ALC Commander must sign all SPAs, or similar type arrangements on behalf of WR-
ALC. If a particular SPA includes stakeholders at other ALCs, or other agencies, commensurate levels
at those organizations (or appropriate higher headquarters) should also sign the SPA. Note: Approval of
a SPA (or similar type document) does not constitute approval of any subsequent partnering agreements
that may be implemented under the SPA umbrella.

Other Names: Documents similar to SPAs have been called by many other names, including:
Partnership Charter, Long-Range Memorandum of Agreement (LRMOA), Long-Range Memorandum of
Understanding (LRMOU), etc. Regardless of the name, broad overarching documents of this nature are
subject to the guidance and approval requirements as outlined above.

3.2 Workshare: Workshare is a term used to describe a specialized arrangement whereby a
combination of organic and industry facilities and/or employees share responsibilities for the
execution of DoD work requirements. The program manager is responsible for leading the
implementation of workshare arrangements. Workshare is the preferred WR-ALC approach to
partnering for depot-level maintenance workloads, unless circumstances are such that a
workshare is not feasible. Workshare allows the government to avoid non-value added industry
markups on depot-performed services, while still allowing the contractor maximum flexibility to
meet contractual performance requirements. A determination by the program manager to pursue
a Direct Sales Agreement (DSA), in lieu of a workshare partnership, should be supported by
appropriate analysis [e.g. Cost Benefit Analysis (CBA), Business Case Analysis (BCA), etc.] that
evaluates the cost versus value added by a DSA approach.



A workshare partnership typically involves a Solicitation, Prime Contract, Partnering Agreement,
and one or more Implementation Agreements. Reference Figure 3.

Under workshare, the Govt Program Office
organic depot and the Prime Contract rganic Funds
prime contractor enter *H-Clause (Can be Contrartor Directed)
into a special Partnering .

T Govt Organic
Agregr_nent (PA) that Gantactor Partnering Agreement g
specifies the general Implementation Agreements Depot

terms, conditions,
ordering procedures, etc. [

The PA is attached to the | -Authority: Inherent to PCO per FAR Part 45

prime contract. sUsed for any mission area

Organically performed *Payment govt to govt

workload is added to the ] *Direction/requirements determined jointly . . . or may be by contractor
Partnering Agreement by | *Three-party relationship lead by govt buyer

*PA becomes attachment to prime contract via contract H-clause

Implementation
P *Requires significant interface between all parties

Agreements (IAs).

Figure 3: Workshare Pictorial

Implementation Agreements (IAs) include a schedule of depot provided goods/services and other
information needed for organic execution of the workload. Once the IAs are in place, the
requiring activity issues funds to the depot for organic work performed. It is possible for the
prime contractor to direct requirements to the depot and to perform other oversight functions
relative to the organic workload. The contractor, with proper contractual requirements, may also
be held responsible for parts support, engineering support, technical data support, or other
functions as may be negotiated by the acquiring activity, and agreed to by the parties of the
partnership. Care should be taken when contracting for these functions to ensure that the
government retains sufficient skills to support Operational Safety Suitability and Effectiveness
(OSS&E) and other inherently governmental requirements. Additional information regarding
each of the workshare documents is provided below:

Solicitation and Prime Contract: If a workshare partnership is to be utilized, it must be
implemented contractually through special provisions (normally a clause in Section H) in the
solicitation/prime contract. In accordance with AFI 63-107 (as amended by SAF/AQ &
AFMC/CC joint memo, 15 Apr 2002), the solicitation may require partnering for core workload
candidates and/or for organic workloads that may be imperative for 50/50 purposes. When
core and 50/50 requirements are not imperative, program managers are encouraged to include
provisions whereby partnering (use of existing organic resources) may be proposed at the
discretion of the offeror(s) on a “best value” basis. This allows industry to have access to
organic capabilities that could contribute to a best value solution for the requirements. In either
case (i.e. mandatory or voluntary workshare partnering), the solicitation must identify the
applicability of partnering and the associated evaluation criteria for award. For new programs,
or new organic workloads, the contract should include depot activation line items, such as:
technical repair data, provisioning data, support equipment, depot training, etc. These
requirements should be determined through appropriate data calls and/or SORAP activities
involving the sustainment organizations—during requirements development. The prime
contract must attach the PA. Normal contract approval & signatory requirements apply to all
contracts.



Partnering Agreement (PA): The workshare PA covers a broad range of terms and
conditions that establish the relationship for accomplishing workloads that may be
subsequently negotiated through Implementation Agreements (IAs). The PA includes ordering
procedures that address the process for establishing IAs and describe the funding process for
the organic workloads. WR-ALC/MAW and the program manager jointly lead the establishment
of workshare PAs with industry. After appropriate approval and PA signatures, the buying
activity’s concurrence to the PA is affected when the PA is incorporated as part of the prime
contract. The PA, when attached (or incorporated) into the prime contract, formalizes the roles
and responsibilities of the organic depot and industry and becomes binding to all parties.

Legal Authority: FAR 45 is the authority for workshare partnerships. This is based on the fact that
the contracting officer has an inherent authority to provide “Government Furnished” supplies or
services if deemed in the best interest of the Government.

Coordination Requirements: All Workshare PAs, for which any WR-ALC organization is a party,
must be coordinated with JA, PK, AE, FM, MA, XP, and any other stakeholders—prior to approval.

Signature Requirements: The prime contractor and the ALC Commander generally sign the PA after
the appropriate approval is obtained. PAs involving multiple ALCs may be signed by the individual
Center Commanders at each ALC, or by HQ AFMC/CC.

Approval Authority: The ALC Commander (not delegable) must approve all PAs expected to result in
a cumulative total (aggregate of all I1As) value of less than $10 million. AFMC/CC is the approval
authority if the anticipated aggregate value is $10 million or greater.

Other Names: The workshare partnering approach is sometimes referred to as the Hybrid
Government-Furnished Supplies/Services (GFSS) approach.

Implementation Agreements (IAs): |As include a detailed Statement of Work (SOW), pricing,
delivery, and other detailed information needed to execute a particular workload. IAs are
issued in accordance with the provisions set forth in the PA. A separate IA is normally
implemented for each major category of workload (e.g. one for Airframe, one for Avionics, etc.)
or may be issued for an individual requirement. 1As are not usually attached to the prime
contract, as is the PA. The IAs may contain fixed quantities, a range of quantities, and may be
negotiated for any type of pricing arrangement. Prices/rates proposed by the organic depot
may only be firm for the current year; future rates/prices are budgetary estimates pursuant to
DOD 7000.14R. Funds for organic workloads under an IA are provided by the program office
via an AFMC Form 181 (Project Order) and/or AFMC Form 206 (Temporary Work Requests).
Detailed payment procedures for a workshare partnership are provided at Exhibit B (attached).
The contractor may be permitted to determine the requirements that drive the funding as
negotiated within the prime contract and PA.

Legal Authority: Same as for PA above.

Coordination Requirements: Coordination by the Program Office (Director or designee), appropriate
production divisions, and WR-ALC/FM (MAF) is required on all workshare IAs. WR-ALC/MAW is
responsible for obtaining coordinations. WR-ALC/MAW will provide copies of signed IAs to WR-
ALC/AEI, PKP, JAN, XPX, prime contract PCO and appropriate program office.

Signature Requirements: After appropriate coordinations and approval, the prime contractor and the
senior organic depot maintenance manager (or designee) generally sign an IA unless otherwise
directed by the approving official.



Approval Authority: Unless otherwise required by the PA approving official, approval of the PA
constitutes approval of subsequent |As that may be issued under the PA.

Other Names: |As have historically been referred to Specific Workload Agreements (SWAs) or
“Orders” under a PA. For consistency purposes, all future documents that add workload under a
workshare partnering arrangement should be entitled Implementation Agreements (1As).

3.3 Direct Sales: Reference Figure 4. A direct sale is an agreement by which an organic depot
sells maintenance supplies and/or services directly to private industry. Under a direct sales
approach, industry conveys payment (via check or electronic transfer) directly to the performing

organic depot. Payment may be made incrementally, but must be received prior to the beginning

of work by the organic depot.

A DSA may be in DSA—With Prime Contract DSA—Without Prime Contract
direct support (in
furtherance of) a
single DoD prime

Govt Program
Office

contract, a group of > H-Clause @%ﬂmmm
DoD contracts, or Prime Contract | Govt Organic -DSPOs
as a stand-alone Depot
document between _ Govt
industry and the D';e";:j’”‘f“gmeme"t Private Organic
ALC depot. Each :D.:Po.s A3 Subs Depot
Df these | Contractor
circumstances «Authorities:
requires special +10 USC 2474/ 2563 / 2208J
considerations on Py Used only for depot maintenance
the part of the Sifbi -Advance payment to depot
implementers. «Limited liability issues

*Prime may direct certain activities

Figure 4: Direct Sales Agreement Pictorial

A direct sale approach may be implemented using a single document, or by using a series of
documents that together result in an arrangement whereby industry can acquire a menu of

different supplies/services from the depot. Some of the primary documents used to implement a
direct sale are described below:

Direct Sales Agreement (Single Document): A DSA document may include all Terms &
Conditions, Priced Line Items, Statement of Work, Delivery Schedule, and other information

necessary to convey supplies/services to industry. Industry may order the supplies/services via

a purchase order, along with appropriate advanced funding, under these types of DSA
documents.

Legal Authority: There are several legal authorities that may be used as the basis for implementing a

Direct Sales Agreement. Title 10 U.S.C. 2474 is considered to have the broadest application. Title 10
U.S.C 2563 also provides authority for Direct Sales by depots, including customers outside DoD, for
commercially unavailable supplies and services. Title 10 U.S.C. 2208 (paragraph j) permits organic
working capital funds to sell articles and services outside DoD if the purchaser is fulfilling a DoD
contract and the contract is awarded pursuant to a public-private competition. Title 22 U.S.C. 2754
and 2770 authorizes direct sales to friendly countries, under specified conditions.



Coordination Requirements: All DSAs, for which any WR-ALC organization is a party, must be
coordinated with WR-ALC/JA, PK, AE, FM, MA, XP, and any other stakeholders—prior to approval by
the ALC commander. Additional coordinations will be required if approval is required at a higher level
than the ALC commander. Contact WR-ALC/XPX for appropriate coordinations when HQ AFMC/CC
or SECAF approval is required.

Signature Authority: The prime contractor and the ALC Commander generally sign a DSA after
approval by the appropriate approving authority. However, it is permissible that a warranted
contracting officer sign the DSA document after appropriate approvals have been obtained.

Approval Authority: The ALC Commander (not delegable) must approve all DSAs expected to result
in a cumulative total (aggregate of all potential workload) value of less than $10 million, providing that
end-use will be within the DoD. AFMC/CC is the approval authority if the anticipated aggregate value
is $10 million or greater, providing that end-use will be within the DoD. The Secretary of the Air Force
(SECAF) must approve DSAs, regardless of dollar value, if the anticipated end-user is other than DoD.

Other Names: DSAs are occasionally referred to by the other names covered in this section and
sometimes as Depot Subcontracts.

Direct Sales Partnership Agreement (DSPA): An overarching agreement (similar to a
workshare PA) that contains general Terms & Conditions. This document is much like an un-
priced Basic Ordering Agreement (BOA) used in contracting—only the government organic
depot is the seller. No supplies/services are listed on the DSPA, but it does include procedures
whereby the parties may subsequently add workload under the DSPA. Either a Direct Sales
Purchase Order (DSPO), and/or a Direct Sales Implementation Agreement (DSIA) usually adds
workload to a DSPA.

Legal Authority: Same as for DSA (Single Document) above.

Coordination Requirements: Same as for DSA (Single Document) above.

Signature Authority: Same as for DSA (Single Document) above.

Approval Authority: Same as for DSA (Single Document) above.

Other Names: DSPAs are occasionally referred to as Direct Sales Ordering Agreements or Direct
Sales Blanket Agreements.

Direct Sales Purchase Order (DSPO) & Direct Sales Implementation Agreement (DSIA):
These type documents are used to actually add specific workload to a DSPA, to include the
information (price, delivery, Statement of Work, etc.) needed to execute the workload. Once
these documents are in place, industry may simply issue purchase orders (and advanced
funding) against these documents to order supplies/services from the organic depot.

Legal Authority: The appropriate legal authority for DSPOs and/or DSIAs is established within the
basic DSA or DSPA document. In the event that a single DSA (or DSPA) cites multiple authorities, the
DSPO or DSIA would be required to clarify the applicable legal authority for the workload.

Coordination Requirements: Program office (program manager or designee) coordination is
required on all DSPOs and/or DSIAs when the basic DSA (or DSPA) is in direct support of a prime
contract. In other words, if the prime contract includes a reference to the basic DSA (usually in Section
H), then program manager coordination is required. WR-ALC/MAW is responsible for obtaining
coordination from the program manager. WR-ALC/MAW will provide copies of signed DSPOs and
DSIAs to WR-ALC/AEI, PKP, JAN, LGM, FMP and XPX. No additional coordination is required for
DSPOs or DSIAs unless otherwise stated by the approving official at time of DSA (or DSPA) approval.

8




Signature Authority: After appropriate approval, the prime contractor and a warranted contracting
officer [representing the ALC Depot Maintenance Directorate (MA)] must sign a DSPO and/or DSIA
unless otherwise directed by the approving official.

Approval Authority: Unless otherwise required by the DSA (or DSPA) approving official, approval of
the DSA (or DSPA) constitutes approval of DSPOs and/or DSIAs that may be issued under the PA.

Other Names: DSPOs and/or DSIAs are sometimes referred to as Implementation Agreements,
Specific Workload Agreements, or Work Orders.

The Government office responsible for leading the creation and implementation of a DSA varies
depending on whether the DSA is in direct support (in furtherance) of a single DoD prime
contract; or whether the DSA is a stand-alone document between industry and the organic depot.
The roles of the Government offices and other special DSA considerations for each of these
types of DSA situations are outlined below.

Direct Sales Agreements (DSAs)—With Prime Contract: When a DSA is in direct support
of a single DoD contract, the program manager and organic depot representative (MAW)
jointly lead the establishment of the DSA arrangement with the prime contractor—and/or
major subcontractors. The prime contract should include a special clause (normally in
Section H) to acknowledge the existence of the DSA as a means of furthering the objectives
of the prime contract. The special contract clause addresses the requirement for due
diligence on the part of the contractor and the remedies available to the contractor—in the
event of depot non-performance, late performance, or poor performance. Typically, the
contract clause outlines the contractor's contractual obligations, requires evidence of due
diligence, and then refers the contractor to the “Disputes” provisions of the prime contract for
resolution of any claims related to the depot’s performance. In instances where more than
one DoD contract is supported by a DSA arrangement, it may not be feasible to insert the
special clause. In these cases the approach below (DSA—Without Prime Contract) may be
the most feasible.

Direct Sales Agreements (DSAs)—Without Prime Contract: When a DSA is not in
furtherance of a single prime contract, the organic depot representative (MAW) leads the
establishment of the DSA arrangement with the contractor. In these types of DSAs, the
organic activity is required to include language, within the DSA, that addresses the
contractor’s remedies in the event of depot non-performance, late performance, or poor
performance. Working capital fund policy (DoD 7000.14R, and others) requires that the
organic activity either: 1) avoid contingent liabilities, or 2) include appropriate costs to cover
contingent liabilities within the organic price. In the absence of a single DoD contract to
resolve such remedies, this is a negotiable matter between the organic depot and the
industry partner—pursuant to full consideration of applicable working capital fund fiscal policy
and appropriate approvals. Additionally, the organic representative shall ensure that the DSA
document (and/or supplies or services offered for sale by the DSA document) clearly
indicates that the agreement is not an exclusive agreement.



3.4 Lease: Reference Figure 5. The Government has been leasing facilities and/or equipment
to the private sector for many years. A traditional lease is not considered to be a PPP, unless the
lease involves performance of production or depot level maintenance (by public or private sector)
as part of the lease arrangement. For example, if the Government leases real estate for the
establishment of a restaurant it would not be considered a PPP. However, if an industrial facility
were leased to industry
for depot-level repair of
an avionics subsystem—

then it would be
considered a PPP. Gowvt Program Cisi?\étnnﬁfgr:n
Office el

A PPP lease is an |
agreement whereby a Lease Agreement
private company may Contractor
use underutilized (non-
excess) facilities and/or
equipment for the ‘
purposes of performing
depot-level
maintenance.

Note: Should involve depot maintenance activities to be PPP J

Authorities:

+10 USC 2474 / 10 USC 2667
*Payment contractor to Gov't (or in kind))
+Lease requirements determined by Gov't
*Lease (generally) separate from prime contract

Payment under a lease is
based on the fair market

value of.the property and *Gov't PCO must determine lease to be in best interest of Gov't
may be in cash, in kind,
or on a rent-free basis— Figure 5: Lease Agreement Pictorial

in accordance with FAR

requirements. In kind payment may include maintenance, protection, alteration, repair,
improvement or restoration (including environmental restoration) of property or facilities. Terms
for a lease usually may not exceed 5 years. Typically, the government provides rent-free use of
property if used for the performance of DoD workload, and leasing is on a rent-paid basis (at fair
market rental charges) if the property is to be used for production/repair of commercial
workloads.

Legal Authority: There are several legal authorities that may be used for implementing a lease of
underutilized facilities or equipment. FAR (Part 45) and Title 10 U.S.C. 2474 are considered to have the
broadest application. Title 10 U.S.C. 2667 also allows leasing of non-excess facilities and equipment.
Title 22 U.S.C. 2754 addresses leases to friendly foreign countries. Contact WR-ALC/JA and CE for
assistance when determining appropriate authority for a lease arrangement.

Coordination Requirements: Any lease, for which any WR-ALC organization is a party, must be
coordinated with WR-ALC/JA, PK, AE, FM, MA, CE, XP, and any other stakeholders—prior to approval.

Signature Requirements: The prime contractor, ALC Commander, and/or an authorized WR-ALC/CE
representative generally sign a lease arrangement.

Approval Authority: The ALC Center Commander approves PPP lease agreements totaling less than
$10 million. HQ AFMC/CC must approve a PPP lease of $10 million or greater.

Other Names: Lease agreements are sometimes referred to as Government-Owned Contractor
Operated (GOCO) arrangements.
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3.5 Teaming: Teaming usually occurs when the Government’s competitive solicitation allows for
a split-award to public and/or private entities. Teaming is an arrangement whereby an ALC
activity and a commercial entity enter into a contractual relationship to accomplish one or more
deliverables as stipulated in a single government solicitation. The relationship between the
participants is usually initially outlined in a teaming agreement during proposal preparation phase
and then formalized as a contractual relationship subsequent at time of award. Since Teaming
may take on many forms, the legal authority, coordination requirements, signature requirements,
and approval authority must be determined on a case-by-case basis.

3.6 Actions Not Considered Partnerships: Public-Private Partnering (PPP) is a specialized
category of relationships that requires specific legal authority and specific reporting requirements.
Typically, a PPP requires an innovative (formal or informal) document to be negotiated between
the organic facility and industry. Generally PPPs are outside of the traditional contracting arena,
and are for the accomplishment of sustainment activities in an innovative manner. Many other
types of innovative relationships are sometimes referred to as “partnerships” or even “public-
private partnerships”—often inappropriately. The following are some of the arrangements often
referred to as “Partnerships”, but are not considered to be “Public-Private Partnerships” for the
purposes of these guidelines:

-Corporate Contracts -Augmentee Contracts

-Virtual Prime Vendor (VPV) Contracts -Contingency Contracts

-Industrial Prime Vendor (IPV) Contracts -Performance-Based Logistics Contracts
-Service-Level Agreements (SLAs) -Strategic Supplier Alliances (SSAs)
-Total Systems Support Responsibility -Cooperative Research and Development
(TSSR) Contracts Agreements (CRADAs)

It is possible for may of these types of relationships to include PPP arrangements as part of the
overall initiative, but in general these types of initiatives are not considered to be stand-alone
PPPs.

3.7 Other Types of Public-Private Partnerships: As stated previously, Public-Private
Partnering (PPP) is a relatively new and evolving concept where the public and private sector
providers jointly perform product support activities—or innovative leasing arrangements involving
depot-level maintenance. New types of partnerships, i.e. innovative methods of sharing product
support among industry and organic facilities, are continuously evolving. Therefore, it is not
practical to capture or explain all types of potential partnership methodologies within these
guidelines. Partnership implementers should concentrate on the goals of partnering—i.e.
leveraging core capabilities of the organic and industrial sectors to optimize long-term capabilities
to our warfighters—and then seek advice as to which particular “type” of arrangement could best
be utilized. The WR-ALC staff organizations, through the established Partnership Council (see
Section 4), are charged with helping program managers and maintenance managers to craft
relationships that implement good ideas.
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4.0 Partnership Council

WR-ALC is committed to the implementation of partnering concepts as a primary means of
transforming and improving our overall sustainment activities. WR-ALC's senior leadership has
established a Public-Private Partnership Council as a measure of ensuring that WR-ALC PPPs are
in concert with DoD, Air Force, and WR-ALC objectives. The purpose of the council is to facilitate
PPPs and to align PPPs with the WR-ALC Strategic Plan, Air Force Long-Term Depot
Maintenance Strategy, and WR-ALC/CC objectives for product support. The council will provide
guidance, policy, advice, and direction to programs seeking to establish effective PPPs. The
council may also influence and/or direct certain programs to initiate PPPs as deemed appropriate.
After review of partnership strategies, and implementing documents, the council will recommend
PPPs for approval, or disapproval, of the appropriate approving authority (i.e. WR-ALC/CC,
AFMC/CC or SECAF). The Council has also established a second Tier Working Group chartered
to assist PPP implementers with major PPP issues. WR-ALC partnership implementers are
required to brief these councils as follows:

4.1 Council Briefing Requirements:

Program managers, and/or maintenance managers, seeking to establish a PPP are required to
brief the council as soon as possible so that the council may be apprised of the initiative and
provide inputs into the PPP development. This first briefing, called a “Concept Briefing” should
be briefed as soon as possible—preferably during the requirements development stage. A
general outline for the concept briefing is provided at Exhibit C (attached). The primary purpose
of the concept briefing is to ensure that the PPP concept is acceptable to the partnership council
members before expending significant ALC resources pursuing the partnership. The council will
provide guidance, advice and make a recommendation as to whether or not the partnership
should be pursued based on the concept briefing.

After significant progress is made toward defining the details of the PPP, a second briefing,
called an Endorsement Briefing, is to be presented by the PPP implementer. The endorsement
briefing should be of sufficient detail to explain the entire PPP concept, to include any major
issues, so that the council may be better prepared to provide coordination (endorsement) on the
final PPP documents. The endorsement briefing should precede the formal coordination process
of the final implementing documents (e.g. Partnering Agreement, Contract, etc.) and is intended
to make the coordination and approval processes go more smoothly. A general outline for the
endorsement briefing is provided at Exhibit D (attached).

Notwithstanding the requirements for a concept briefing and an endorsement briefing to the
partnership council, additional briefings to the council may be scheduled at any time as needed in
order for the council to make corporate decisions on major PPP issues.

Note: Unless specifically authorized by the council, the council’s review of a program’s PPP

strategy does not relieve the program from full compliance with all other legal and regulatory
reviews (e.g. Acquisition Strategy Panels, partnership approvals, etc.).
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4.2 Partnership_Council Concept of Operations (CONOPS):

Membership: The WR-ALC Partnership Council is co-chaired by WR-ALC/CV and CD. The
council secretariat is WR-ALC/AE. Directors (or assigned designees representing the
directorate) from WR-ALC/MA, PK, LG, EN, FM, JA, XP and AE will serve as standing
members on the Council and will be represented at all council sessions. Other product
directorates are also members of the council, but need only attend sessions where they are
considered stakeholders based on the agenda topics. Additional members may also be called
to serve on the council on an “as-needed” basis.

Administration: WR-ALC/AE, as council secretariat, will schedule meetings; prepare
agendas, and collect/distribute minutes and action items. For matters related to the
Partnership Council contact WR-ALC/AEI.

Meetings: WR-ALC/CV and CD will co-chair council meetings. WR-ALC/AE will issue
meeting agendas and provide advance copies of briefings for the council meetings. Meetings
will be held as necessary to review PPPs and take care of other council business.

Partnership Coordinations & Approvals: The council is not the final approval authority for
public-private partnerships and a briefing to the council does not constitute coordination of the
members on the final PPP documents. Appropriate written approval packages (e.g. staff
summary packages) will be prepared by the requesting organization when seeking formal
coordination and approval of a PPP (see Section 5.0).

4.3 Partnership_Council Working Group:

Membership: The Partnership Council Working Group (commonly called the Tier 2
Partnership Council) is chaired by WR-ALC/AEI. Division Chiefs (or assigned designees
representing the partnership council directorates) from WR-ALC/ XPX, MAW, PKP, LGM, FMC,
JAN, and AEI will serve as standing members on working group. Additional members may be
called to serve on an “as-needed” basis.

Issue Briefings: The Council Working Group was established to assist PPP implementers to
resolve broad PPP issues that affect multiple directorates. Therefore, PPP implementers may
request special sessions to brief or discuss major PPP issues that cannot be resolved by
individual staff offices. Normally, implementers should seek guidance from the appropriate
ALC staff offices based on the subject matter of the issue (e.g. legal advice from JAN; policy
advice from XPX; acquisition strategy advice from AEI, contracting advice from PK, etc.);
however; if an issue warrants the collective attention of the working group members,
implementers may request a special working group session to discuss and resolve the matter.

Administration: WR-ALC/AEI! will schedule meetings; prepare agendas, and collect/distribute
minutes and action items for the Partnership Council Working Group. Contact WR-ALC/AEI on
matters related to the working group.

Meetings: WR-ALC/AEI will chair Partnership Council Working Group meetings. Meetings
should be scheduled by WR-ALC/AEL.
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5.0 Partnership Documentation Coordination & Approval: Appropriate written approval
packages (e.g. Staff Summary Sheet packages) shall be prepared and submitted by the requesting
organization when seeking formal coordination and approval of PPP documentation. All PPP
implementers at WR-ALC are required to obtain minimum coordination and approvals as outlined
below:

Coordination: All PPPs, regardless of type, must be coordinated through WR-ALC/JA, PK, AE,
XP, CCE, CD, and CV before forwarding to the approving official. WR-ALC/CE coordination is
required only for facilities lease agreements. In addition, coordination should be obtained from all
stakeholders affected by the partnership. Normally, the requester would prepare a Staff
Summary Sheet package, attaching all pertinent documentation, and route through the
appropriate organizations to the approval authority. Preferably, the coordinations would be
requested very soon after the endorsement briefing is presented to the Partnership Council.

Approvals: Detailed coordination requirements and specific approval authorities for each type of
PPP are addressed in Section 3. A brief recap of these approval requirements is provided below:

Type Partnership (Dollars based on aggregate of total partnership) Approval Authority
Strategic Partnership Agreement (SPA) [< $10 Million] WR-ALC/CC
Strategic Partnership Agreement (SPA) [$10 Million +] HQ AFMC/CC
Workshare Partnership Agreement (PA) [< $10 Million] WR-ALC/CC
Workshare Partnership Agreement (PA) [$10 Million +] HQ AFMC/CC

Implementation Agreements (IAs)
-Approval of PA constitutes approval of I1As that are within the
scope of the PA, unless otherwise stated by approving official.

Direct Sales Agreement (DSA) [< $10 Million]—DoD End Use WR-ALC/CC
Direct Sales Agreement (DSA) [$10 Million +]—DoD End Use HQ AFMC/CC
Direct Sales Agreement (DSA) [Any $ Value]—Non DoD End Use SECAF
Direct Sales Partnering Agreements (DSPA)

-Same as Direct Sales Agreement (DSA) above.
Direct Sales Purchase Order (DSPO) &
Direct Sales Implementation Agreements (DSIA)

-Approval of DSA (basic document) constitutes approval of DSPOs

and/or DSIAs (orders) that are within the scope of the basic DSA

or DSPA unless otherwise stated by approving official.

Lease Agreement [<$10 Million] WR-ALC/CC
Lease Agreement [$10 Million +] HQ AFMC/CC
Teaming / Other Partnership Types: *TBD

*Approval requirements for teaming arrangements and/or other
types of partnerships will be determined on a case-by-case basis
by the Partnership Council.

Notes:
(1) PPPs involving Foreign Military Sales (FMS) requirements (e.g. when an FMS case has
been assigned) are approved in the same manner as DoD End Use.
(2) PPPs that involve direct sales of depot goods/services to friendly foreign governments are
approved in the same manner as Non DoD End Use.
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6.0 Organizational Roles & Responsibilities: The roles and responsibilities of WR-ALC
organizations may vary depending on the type of PPP, or depending on the mission area most
affected by a particular PPP being implemented. As partnership methodologies evolve
beyond depot level maintenance, and more into other product support areas, adjustments to
these roles and responsibilities may be necessary. Organizational roles and responsibilities of
WR-ALC organizations are as described below:

6.1 WR-ALC Program/Logistics Managers will:

aggressively champion the early (i.e. prior to Milestone B and/or during requirements
development) establishment of PPPs for sustainment on new and fielded weapon
systems where appropriate.

strongly advocate the early establishment of PPPs for sustainment activities on
acquisition programs conducted by the product centers, which are likely to
subsequently fall under WR-ALC sustainment responsibilities.

develop requirements and resulting procurement strategies that aggressively
facilitate Air Force compliance with Title 10 U.S.C. 2464 (Core) and 2466 (50/50) in
accordance with PPP and Source of Repair Assignment Process (SORAP)
requirements.

lead efforts to define, estimate and program necessary investment dollars as required

to establish new organic capabilities for core and core-plus (best value) workloads as
early as possible in programs.

maintain program office records of PPP efforts (to include savings, warfighter
benefits, lessons learned, etc.) for use in responding to data requests from DoD, Air
Force, GAO, etc..

lead discussions among industry, maintenance managers, supply chain managers,
and other organizations, as necessary to develop innovative product support
partnerships that result in improved warfighter capabilities— while simultaneously
preserving performance of core depot level maintenance for organic performance,
and essential organic management competencies.

prepare, schedule (through WR-ALC/AEI) and lead partnership council briefings for
all PPP initiatives involving an acquisition or affecting an assigned program.

6.2 WR-ALC Maintenance Managers (MA) will:

assess organic capabilities and seek appropriate partnerships that add or enhance
organic core capabilities in accordance with Technical Repair Center (TRC)
assignments and Center of Industrial and Technical Excellence (CITE) designations.

seek PPPs that augment core capabilities in order to improve efficiencies and/or
utilization of the production facilities.
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assist program managers and/or industry as necessary to plan for depot activation

and/or develop organic nonrecurring and recurring cost estimates for PPP workloads.

negotiate with industry (and requirements activities) on terms/conditions, pricing
strategies, clauses, and all other areas needed to establish depot maintenance PPP
agreements

maintain a repository of lessons learned and sample depot maintenance partnership
agreements that may be used to facilitate future PPP implementation.

develop and disseminate MA instructions relative to pricing, implementation, and
execution of PPP agreements for depot level maintenance activities.

maintain records to ensure that the aggregate value of PPP workloads and/or
adjustments, do not exceed the approval thresholds of the basic PPP documents.

maintain depot maintenance records of PPP efforts (to include savings, warfighter
benefits, work hours (DPSHSs) involved, cost performance, delivery performance,
lessons learned, etc.) for use in responding to data requests from DoD, Air Force,
GAO, etc.

maintain financial and performance records for all depot maintenance PPPs for use
in 50/50 reporting, annual Joint Depot Maintenance Activity Group (JDMAG)
reporting, and other data requests from DaoD, Air Force, GAO, etc.

work with program managers and industry as necessary to develop sound depot
maintenance PPPs that result in improved warfighter capabilities.

advise the WR-ALC workforce and industry as necessary to develop sound depot
maintenance PPPs that improve warfighter capabilities, preserve core maintenance
capabilities, and support depot maintenance strategies.

provide depot maintenance inputs, to include PPP depot maintenance policy, pricing
information, contents of depot maintenance PPP agreements, etc.) for development
of a PPP training module for the WR-ALC workforce.

6.3 WR-ALC/AE will:

serve as secretariat to handle administrative matters related to the WR-ALC
Partnership Council, and the Partnership Council Working Group (commonly called
the Tier 2 Partnership Council).

assist program managers, ALC workforce, industry, and contracting officers in the
development of acquisition strategies [to include Statement of Objectives (SOQ),
Statements of Work (SOWSs), Performance Statements of Work (PSOWSs), solicitation
requirements, evaluation criteria, etc.] that facilitate the early implementation of
effective PPPs in all areas of product support, while simultaneously preserving
performance of core maintenance for organic performance and essential organic
management competencies.
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e maintain a repository of lessons learned related to acquisition (e.g. acquisition
strategy documents, solicitation provisions, etc.) that may be used to facilitate PPP
implementation.

e serve as focal point for PPP matters as related to higher headquarters (i.e.
AFMC/AE, SAF/ACE, etc.).

e provide inputs (related to acquisition strategy, acquisition planning documents,
solicitation evaluation criteria, etc.) for development of a PPP training module for the
WR-ALC workforce.

6.4 WR-ALC/PK will:

e assist requiring activities in the development of contracting and/or procurement
procedures (to include solicitation/contract provisions, pricing methodologies, and
evaluation criteria) that facilitate the early implementation of PPPs.

+ augment WR-ALC/MA with contracting officer (and pricing) expertise as needed to
propose, negotiate, implement, standardize, and administer PPP agreements.

« develop and disseminate PK instructions, to include training, to the contracting
workforce relative to the implementation, pricing and execution of PPPs.

e serve as focal point for PPP matters that require coordination with higher
headquarters (e.g. AFMC/PK, SAF/AQC, etc.).

¢ maintain a repository of lessons learned, in concert with AE to avoid duplication of
efforts, and sample solicitation/contract provisions that may be used to facilitate
future PPP implementation.

¢ advise the ALC workforce and industry as necessary to develop sound contracting
strategies and standardized processes for the implementation of product support
partnerships that result in improved warfighter capabilities—while simultaneously
preserving performance of core maintenance for organic performance and essential
organic management competencies.

e provide inputs (related to solicitations, contracts, pricing, contract administration, etc.)
for development of a PPP training module for the WR-ALC workforce.

6.5 WR-ALC/LG will:

* provide Supply Chain Management (SCM) counsel to ALC workforce on PPP issues
(i.e. appropriateness of contracting out certain elements of SCM, etc.)

e ensure PPP continuity with Purchasing and Supply Chain Management (PSCM)
initiatives.



advise the ALC workforce and industry as necessary to develop sound Supply Chain
Management (SCM) PPPs that result in improved warfighter capabilities—while
simultaneously preserving organic performance of essential organic SCM
competencies.

provide inputs (related to SCM, PSCM, etc.) for development of a PPP training
module for the WR-ALC workforce.

6.6 WR-ALC/JA will:

provide legal counsel to ALC workforce on PPP issues (i.e. appropriateness of legal
authorities, contractual advice/opinions, etc.).

assist the ALC workforce with interpreting legislative requirements associated with
PPPs.

conduct legal review of specialized PPP clauses in contracts and PPP agreements.

provide inputs (related to PPP laws, PPP document language, etc.) for development
of a PPP training module for the WR-ALC workforce.

6.7 WR-ALC/FM will:

provide financial counsel to ALC workforce on PPP issues (i.e. appropriateness of
funding activities, payment procedures, organic rate development, etc.).

assist the ALC workforce with interpreting fiscal policy requirements as may be
associated with PPPs.

provide inputs (related to funding, financial/fiscal policy, etc.) for development of a
PPP training module for the WR-ALC workforce.

6.8 WR-ALC/EN will:

provide engineering counsel to ALC workforce on PPP issues (i.e. appropriateness of

engineering data or access, configuration management procedures, etc.).

assist the ALC workforce with interpreting engineering policy and related data
requirements as may be associated with PPPs.

provide inputs (related to engineering, data policy, etc.) for development of a PPP
training module for the WR-ALC workforce.
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6.9 WR-ALC/XP will:

¢ serve as initial entry point for industry on matters related to PPPs and refer industry
to the appropriate offices based on programmatic, or other subject matter interest.

¢ serve as focal point for WR-ALC PPP policy and on matters that require coordination
with higher headquarters for PPP policy (e.g. AF/IL, AFMC/LG, etc.).

* serve as focal point for PPP matters related to Core, 50/50, SORAP, WR-ALC
Strategic Plan, Long-Term Depot Maintenance Strategy, Transformation, etc.

e serve as ALC representative on specific programs, or new PPP initiatives, when
there is no other assigned ALC Office of Primary Responsibility (OPR).

+ serve as OPR for collecting information (from the appropriate WR-ALC sources)
regarding PPPs for reporting to DoD, Air Force, AFMC, GAOQ, efc.

e develop a website for posting of PPP policy, lessons learned, sample strategic
partnership agreements, and other information that may be used to facilitate future
PPP implementation.

« advise the ALC workforce and industry as necessary to interpret PPP policy and/or
ALC strategies relative to the establishment of innovative product support
partnerships that result in improved warfighter capabilities— while simultaneously
preserving performance of core maintenance for organic performance and essential
organic management competencies.

e provide inputs (related to core, 50/50, long-term depot maintenance strategy, ALC
strategic Plan, Transformation, etc.) for development of a PPP training module for the
WR-ALC workforce.

¢ receive and consolidate inputs from all WR-ALC offices above (and other sources) to
develop a PPP training module for the WR-ALC workforce.

7.0 Partnership Process: There are many types of PPPs, and PPP concepts may be originated
from many different organizations. There clearly is not a “one-size-fits-all” approach to establishing
a PPP. The key to determinant for the major steps to follow when implementing a PPPs is whether
the PPP is categorized as: 1) a stand-alone organic DSA; 2) an acquisition related PPP; or 3) a
lease agreement. This section attempts to outline some of the generic steps that implementers
would follow when establishing PPPs in each of these “categories” described. This is by no means
an all-inclusive description of the PPP process, and is intended only to highlight the primary steps
to help PPP implementers tie together the many requirements mentioned in these guidelines.

Many of these steps may happen in parallel, in a different order, or not at all, depending on the
situation.
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7.1 Category “A”—Stand-Alone Organic Direct Sales Agreement: Category “A” PPPs are
characterized by a Direct Sales Agreement (DSA) between the depot maintenance organization
and a private sector business whereby the DSA is not incorporated, or planned for incorporation,
into a single DoD prime contract. For example, a local source approaches WR-ALC/MA to
acquire organic “heat treating capabilities” that are not associated with a particular Government
contract. Exhibit E (attached) provides a generalized pictorial of the major steps involved in
establishing a Category “A” type PPP.

7.2 Category “B”—Acquisition Related Partnerships: This category of PPP is when a
program manager is requiring a PPP (usually DSA or Workshare arrangement) as part of an
acquisition. In these cases there is a single DoD prime contract (or modification) for which the
PPP is accountable. These PPPs may be for a workshare approach, DSA, or for the sharing of
other sustainment responsibilities as may be appropriate for the requirements. For example, a
new acquisition (or major modification) for a weapon system results in the requirement for a
performance-based logistics contract for which it is necessary to establish a PPP in order to
add/maintain/execute organic core capabilities as part of the acquisition strategy. Exhibit F
(attached) provides a detailed process flow of the Partnership activities from a PPP perspective.

7.3 Lease_ Agreements: The general process for lease arrangements is provided by Exhibit G
(attached). The decision to enter into a lease arrangement may be influenced by a number of
events or situations. Implementers of a lease are reminded that coordination with MA, CE, XPP
and other affected organizations is required prior to implementation.

7.4 Other Partnerships: As implied previously, the requirement for PPPs may be triggered from
many sources and for many different reasons. The burden for establishing PPPs, except for the
scenario covered in Category A above, rest with the program manager of the affected weapon
system, or acquisition. PPPs are expected to expand into all areas of product support, which will
certainly increase the need for additional PPP processes. Program managers should look for
innovative ways to leverage the strengths of both industry and the organic resources to improve
the overall sustainment of weapon systems, and seek appropriate guidance for implementation.
Program Managers should seek guidance from the appropriate staff offices (and partnership
council) regarding the partnering methodologies to be employed.

8.0 Partnership Documents: As stated in section 3, there are many existing types of PPPs and
new types of PPPs are evolving. Each type of PPP, for depot-level maintenance, must comply
with specific requirements in the areas of acquisition procedures, working capital fund
requirements, CITE limitations, SORAP requirements, and a broad range of other areas. As
partnerships expand into other mission areas, beyond depot-level maintenance, there will surely be
a host of new considerations. Fortunately, various organizations at WR-ALC have implemented a
full range of PPP documents for depot-level maintenance, and many samples of implementing
documents (templates) are available. These templates include the minimum information that must
be included in such documents, and have been fully coordinated with the appropriate staff offices
from WR-ALC, and in many cases HQ AFMC staff offices. Any significant deviations from the
terms and conditions of these documents will be subject to appropriate approvals. Contact WR-
ALC/MAW for samples of depot-level maintenance type PPP documents and WR-ALC/XPX for all
others (e.g. Strategic Partnering Agreements, etc.).

EXHIBIT H (attached) provides a summation of known types of PPPs and a quick reference tool for
information as addressed throughout these guidelines. These guidelines do not attempt to address
the boundaries or required content of all types of potential PPP agreements. However, there are

20



several special considerations that are worthy of special attention when developing PPP
documents. Some of the major special considerations are provided in the following paragraphs.

Special Considerations for DSA Agreements: The establishment of Direct Sales Agreements,
whereby the organic (Government) depot sells supplies and/or services directly to the private
sector, poses unique circumstances. Under a Workshare Partnership, advance payment is made
from the Government program office directly to the organic organization. Internal Government
payment procedures are well established within the organic accounting and payment systems. In
contrast, advance payment under a DSA arrangement is made directly from the private sector
contractor to the organic facility. Therefore, special requirements apply when entering into DSA
arrangements. DSA implementers are responsible for ensuring that only approved workloads are
acquired by DSAs and that appropriate accounting/payment procedures are in place to
accommodate private sector funding. Some of the key considerations and requirements are
listed below:

* Direct Sales Agreements—Requirement for Certificate of DoD End-Use: When a DSA is
for the furtherance of single DoD prime contract, all supplies delivered and/or services
performed are expected to be for DoD end-use. However, it is entirely possible for the
contractor to use the depot-provided supplies of services to satisfy requirements that are
outside of the DoD—i.e. for non-DoD consumption. Additionally, some DSAs may be for
a combination of DoD and non-DoD requirements. For this reason, the DSA (or DSPOs
and/or DSIAs issued under DSAs/DSPAs) must specifically address whether the supplies
or services being acquired by the private sector contractor are for DoD end-use or Non-
DoD end-use. In order to ascertain the source of end use, the DSA implementer is
required to obtain a Certificate of DoD or Defense Related Supplies and/or Services End-
Use from the private sector contractor that is acquiring the supplies/services. A sample of
this certificate is provided at Exhibit | (attached). If the contractor is unable to certify, or if
the contractor intends on having the organic depot deliver repair and/or manufactured
items that will be used by other than DoD end users, approval by the Secretary of the Air
Force (SECAF) is required. DSA documents shall separately identify items for DoD and
non-DoD end use. WR-ALC/MAW is responsible for securing the certification of DoD end
use, or SECAF approval if other than DoD end use.

o DSA Payment Procedures: The DSA document shall specify the procedures for receiving
funds from the contract in advance of the organic depot performing work. DSA payment
procedures are provided at Exhibit J (attached).

e Organic Liabilities With Regards to DSAs: As implied in section 3.3, a DSA that is in
direct support of a single DoD contract is generally referenced in a special contract clause
(section H) to provide the prime contractor appropriate remedies for claims against the
Government (associated with the DSA) through the Disputes clause of the prime contract.
In cases where a DSA is not clearly accountable to a single prime contract, the organic
depot is required to include language, within the DSA document, that specifically
addresses the limitations of organic depot liabilities. Unless otherwise approved, the
organic depot may be held responsible for only certain elements of performance such as:
workmanship warranty, cost overruns, protection of contractor-furnished property, etc.
The organic depot is normally prohibited from accepting contingent liabilities (e.g. loss of
private sector profits or other damages). It is the responsibility of the organic depot
representatives to ensure that only appropriate organic depot liabilities are included in
DSAs when there is no prime contract clause that provides for private sector remedies of
this nature.
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e Non-Exclusivity Requirements for DSAs: Organic depot representative shall ensure that
the DSA document clearly indicates that the agreement is not an exclusive agreement to
sell the goods/services only to a single private sector contractor.

Special Considerations for Non-Depot Maintenance Partnerships: It is the WR-ALC goal
to establish PPPs in all areas of product support as a means of transforming WR-ALC's
sustainment activities and improving support to our warfighters. These guidelines
predominately address PPPs that involve depot-level maintenance activities. PPPs involving
other areas of product support [i.e. Supply Management Mission Area (SMMA) and Product
Support Mission Area (PSMA) activities] will likely capitalize on many of the precedence set
through depot-level maintenance PPPs. However, there are many questions that exist with
regards to establishing PPPs for SMMA and/or PSMA activities. For example, it is still
questionable, from a legal and financial perspective, whether or not a DSA can be utilized for
SMMA/PSMA activities. The legal authority and financial procedures for accepting private
sector dollars to perform these functions have not been determined. Therefore, significant
opportunities and challenges still lie ahead with regards to establishing SMMA and PSMA
PPPs.

9.0 Partnership—Reporting Requirements: HQ AFMC/LG is required to report to USAF/IL on
PPP activities on a semiannual basis. The reported information is used for many purposes, and is
ultimately published to the Deputy Under Secretary of Defense for Logistics and Material
Readiness. This publication is prepared by the Joint Group on Depot Maintenance and is called
the Report on Public-Private Partnerships For Depot Maintenance. Generally, the data request for
the ALCs’ inputs for this report is sent to the ALC/XP Directors, as the PPP focal point at each
center. WR-ALC/XP relies upon the PPP implementers (Maintenance Managers and Program
Managers) to provide accurate information for reporting purposes. Exhibit K (attached) lists the
specific information that has been historically requested regarding PPPs for this report.

HQ AFMC also performs an annual, and mid-year data call for the purposes of determining Air
Force compliance with Title 10 U.S.C. 2466 (50/50). This data call requires that WR-ALC report
the total obligations (customer orders), by Fiscal Year, for each of WR-ALC's PPPs. These data
calls are sent to WR-ALC/XP as the 50/50 focal point. WR-ALC/XP then requests the PPP portion
of the data from WR-ALC/MA.

Finally, PPPs are usually high visibility programs throughout the DoD. Therefore, it is common to
receive requests from DoD, Air Force, HQ AFMC, GAO and other entities for broad range of PPP
information. Itis imperative that Maintenance Managers and Program Managers record and retain
as much information as possible for their respective PPPs so that we can properly meet these
reporting requirements.
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Date

Jul 2003

12 May 03
12 May 03

25 Feb 03

14 May 02

15 Apr 02

1 Mar 02

Mar 02

28 Feb 02

30 Jan 02

29 May 01

30 Mar 01
14 Nov 00

31 Jan 00

Exhibit A
(Page 1 of 2)

Partnership Reference Materials

Title

Joint Group on Depot Maintenance-Report / Public-Private Partnerships for
Depot-Level Maintenance

DOD 5000.1 Directive
DOD 5000.2 Instruction

HQ AFMC/CC-MEMO / Delegation Of Approval Authority For Public-Private
Partnerships

HQ AFMC/LG-Memo / Depot Maintenance Source Of Repair Process
(SORAP)

AFMC/CC & SAF/AQ-Joint Memo / Product Support Partnerships and Depot
Maintenance Integration

SAF/AQ-Memo / Product Support Management And Planning

LMI (STEVE ERICKSON)-STUDY / Public-Private Partnerships For Depot-
Level Maintenance

AFMC/CV-Memo / Teaming With Industry

Deputy Under Sec of Defense for Logistics & Material Readiness-Memo /
Public-Private Partnerships For Depot-Level Maintenance

Air Force Instruction (AFI) 63-107 / Acquisition-Integrated Product Support
Planning And Assessment

SAF/AQC-Memo / Depot Maintenance Acquisition Strategies
SECAF-MEMO / Air Force Long-Range Sustainment Vision

AF/IL & SAF/AQ-Joint Memo / Integration of Source of Repair
Recommendations in Acquisition Strategy

FAR 45.3.
Providing Government Property to Contractors
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Exhibit A
(Page 2 of 2)

Partnership Reference Materials
Pubic Laws

Title 10; Subtitle A, Part IV, Chapter 131, Section 2208.
Working Capital Funds

Title 10; Subtitle A, Part IV, Chapter 146, Section 2460.
Definition of Depot - Level Maintenance and Repair

Title 10; Subtitle A, Part IV, Chapter 146, Section 2464.
Core Logistics Capabilities

Title 10; Subtitle A, Part IV, Chapter 146, Section 2466.
Limitations on the Performance of Depot — Level Maintenance of Material (50/50 Law)

Title 10; Subtitle A, Part IV, Chapter 146, Section 2469.
Contracts to Perform Workloads Previously Performed by Depot — Level Activities of the
Department of Defense: Requirement of Competition

Title 10; Subtitle A, Part IV, Chapter 146, Section 2474.
Centers of Industrial and Technical Excellence (CITE): Designation; Public-Private Partnerships

Title 10; Subtitle A, Part IV, Chapter 152, Section 2563.
Articles and Services of Industrial Facilities: Sale to Persons Outside the Department of Defense

Title 10; Subtitle A, Part IV, Chapter 159, Section 2667.
Lease: Non-Excess Property of Military Departments

Title 10; Subtitle A, Part IV, Chapter 159, Section 2681.
Use of Test and Evaluation Installations by Commercial Entities

Title 22; Chapter 39, Subchapter 1I-B, Section 2770.
General Authority

Title 22; Chapter 39, Subchapter |, Section 2754.

Purposes for which military sales or leases by the United States are authorized; report to Congress

Note: Above documents may be viewed on WR-ALC/XP Public-Private Partnering Website.
Contact WR-ALC/XPX for website address.
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EXHIBIT B
(Page 1 of 1)

Acceptance and Management of Funds Associated With
Depot Maintenance Partnership Workload (Workshare)

1. Inthe event of Aircraft (A/C) Workload:

a.

b.
c

After arrival of the A/C, the A/C planner prepares a Fixed Price Worksheet and
forwards it to the Project Administration Office (PAQ) for coordination.

PAOQ forwards the Fixed Price Worksheet to the MAWWB A/C workloader.
MAWWRB A/C workload technician coordinates and forwards the worksheet to the
A/C System Program Office (SPO) for coordination, and to the SPO Funds Manager
for Project Order (PO) Form 181 initiation in JO25A Data System.

SPO Funds Manager forwards the PO to the MAWWB A/C workload technician.
MAWWB A/C workload technician accepts Form 181 and sends to Defense
Industrial Financial Management System (DIFMS).

A/C Planner inputs serial number completion in G336 Data System (TANDEM) to
load A/C into GO04L Data System.

2. In the event of a Non-Aircraft workload:

a.

b.
c.

d.

MAWWB receives a Form 206 (Temporary Work Request) and Form 181 (PO) from
the SPO, via G336 and JO25A, respectively.

MAWWB accepts the Form 181 (PO) in JO25A and forwards to DIFMS.

MAWWSB certifies Form 206 funding in G336 and forwards to the appropriate MA
Production Division workload technician.

The MA Production Division workload technician assigns the Form 206 to
appropriate planner and establishes the temporary control number in GOO4L.

Prepared By: WR-ALC/MAWWB (Depot Maintenance Workload Section)
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Exhibit C
(Page 1 of 1)

Briefing Outline — Partnership Council “Concept Briefing”

The purpose of the concept briefing to the partnership council is to ensure that the concept of the
partnership is acceptable to the council members before expending significant ALC resources
pursuing the PPP. The briefing should be briefed as soon as practicable in the program—
preferably prior to the requirements development stage. The program manager should lead the
discussions, unless the PPP is a Category “A” (reference section 7). The maintenance manager
(or MAW representative) should present the briefing for Category “A” type partnerships.
Discussions are expected to be informal. Tabletop handouts and/or charts may be used, but are
optional. Briefings should be scheduled through WR-ALC/AE, the council secretariat. Below is a
brief outline of the primary information/topics that should be considered (if such details are known
at time of briefing) in the concept briefing:

For All Type Partnerships--Except Category A (reference Section 7):
e Background information
o Summarize requirements
¢ |dentify if core or 50/50 applies & SORAP status
« Identify current support posture and any expected changes
o ldentify potential PPP partners
o Identify expected roles of the partners after PPP implementation
¢ Include all mission areas affected (e.g. PSMA, SMMA, DMMA, etc.)
» Discuss expected preliminary tenets of the acquisition strategy
o Sole source or competitive
o Milestone dates for acquisition or requirement need dates
o Summarize solicitation requirements
o Contract Information: (e.g. CLS / TSSR / PBL Other)
o Partnership Type (e.g. DSA, Workshare, Lease, Other)
e Discuss expected PPP benefits
Discuss any issues/concerns regarding PPP--or program in general
e Add any other information deemed pertinent for council to make decisions to proceed or not
to proceed with the PPP

For Category A Type Partnerships (reference Section 7)
Summarize requirements

« Discuss PPP type and potential partner(s)
Describe current sources for accomplishing workload

o Private Sector (small or large business) / Other Depot / Other source
Describe end user (DoD or commercial end use)
Discuss (rough order of magnitude) volume of potential workload for maintenance
Describe general capabilities necessary to accomplish & any known impacts of performing
Describe availability of capabilities (i.e. facilities/equipment/manpower/etc.)
Provide timelines for establishing PPP
Add any other information deemed pertinent for council to make decisions to proceed or not
to proceed with PPP.
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